
BRAND AND HIGH INVOLVEMENT PRODUCTS

High-involvement products are those that represents the consumer's only branded products, it means the consumer is
ready to pay more for the brand and .

At yet other times, you skip stages 1 through 3 and buy products on impulse. Gold and diamond jewelry is
also an example of high involvement product because the price of these ornaments are high and consumers
buy them on special occasions only hence they can also be terms as high involvement products. Such products
include computers, refrigerators, washing machines, TVs, music system, cars, DVDs, and so on. Products
which are purchased once or twice in a lifetime are called high involvement products because these products
are purchased after careful thought and research. High-involvement products carry a high risk to the buyer if
they fail, are complex, or have high price tags. Sometimes documents do not translate properly when opened
in the newer version. The soon-to-be-bride is pinning her future happiness on selecting the right pattern.
Search for Information For products such as milk and bread, you may simply recognize the need, go to the
store, and buy more. You might routinely buy your favorite brand of toothpaste, not thinking much about the
purchase engage in routine response behavior , but not be willing to switch to another brand either. Computers
and batteries, which leech chemicals into landfills, are a huge problem. Magazines such as Consumer Reports
considered an objective source of information on many consumer products or Backpacker Magazine might
also help you. Service companies such as restaurants do this frequently. How long does it take you to choose a
product, buy it, and get out the door? They also involve some risk to the consumer. Products that are
disposable are another way in which firms have managed to reduce the amount of time between purchases.
Consider an example of a low- versus high-involvement productâ€”buying a tube of toothpaste versus a brand
new car. As a marketer you should recognize high-involvement versus low-involvement consumers of your
products and strategize accordingly. As self-image is more dominating than the price of the product, the
consumer intentionally pays more because he is ruled by variety and money power. High involvement
products are featured by their high price as well their use which is of long term nature. Buying a new car is
quite different. Provided by: Global Text. We'll delete your data after 2 years. Because it often means you will
limit your search and simply buy their brand again. The new roommate wants to spend as little time and
money as possible to get a product that will get the job done. Stage 2. Major differences between alternatives:
High involvement is caused when the consumer notice major differences between alternatives; for example,
Swiss and Chinese wrist watches. However, many people buy a concentrated form of it, put it in reusable
pitchers or bottles, and add water. Situation 2: You are a soon-to-be bride. Consumers go through distinct
buying phases when they purchases products: 1 realizing the need or want something, 2 searching for
information about the item, 3 evaluating different products, 4 choosing a product and purchasing it, 5 using
and evaluating the product after the purchase, and 6 disposing of the product. Consumers go through distinct
buying phases when they purchase products: 1 realizing the need or wanting something, 2 searching for
information about the item, 3 evaluating different products, 4 choosing a product and purchasing it, 5 using
and evaluating the product after the purchase, and 6 disposing of the product. You may also develop
evaluative criteria to help you narrow down your choices. Disposal of the Product There was a time when
neither manufacturers nor consumers thought much about how products got disposed of, so long as people
bought them. While making such purchases, consumers display high or low involvement. Authored by:
Lumen Learning. You would possibly habitually purchase your favorite toothpaste brand, not thinking much
about the purchase engaging in routine response behavior , however not be willing to change to a different
brand either. You might do a little research online and come to a decision relatively quickly.


